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THE STONE & THOMAS COLLECTION 
AN INTERVIEW WITH: William B. Newcomb 
CONDUCTED BY: Robert D. Sawrey 




TRANSCRIBED BY: Dan Russo 
TYPED BY: Sally M. Keaton 
RS: January 20th, 1984 continuing with the Anderson Newcomb/Stone & Thomas 
discussion, 
Billy. Why don't we start today with you making a few statements 
about the role of women in the store and how they fit into middle- management 
or whatever we want to· call that level. 
BN: I would start by saying that, ah, they were highly respected and there 
was always, throughout the history of the business, ah, while, before 
I was there, and while I was there, to, ah, protect the women from any 
kind of harassment or, ah, anything that would, ah, ah, lower their dign.ity. 
Ah, they were very essential in the operation of the store, because, ah, 
we had really very few, ah, department managers or, buyers. And, for 
instance, my father operated the first floor for years and, also, ah, 
supervised the basement departments which were china, and glass, housewares 
and so on. So he depended on, ah, some capable women to, in each department, 
to, ah, keep, ah, ah, the stock in order, ah, supervise extry sales when 
they were necessary, and to some extent, ah, assist with the buying. They, 
ah, in some instances apparently were turned loose, ah, with a salesman 
to make a selection. 
There was one comical story that, ah, came out of that, my father, 
ah, allowed a sales girl to, or a woman to, ah, make a selection of stationary 
and, ah, ah, without his oversight. And when the order was prepared it 
was bigger than, ah, he was able to spend so he just said, "We'll have 
to cut this in half." And sh, the girl said, 11 1' can not do it. Ah, 
thiis is it." He said, "Well, I' 11 show you how. 11 So he just struck 
out every other line on the other. When the stationary came in he had 
eliminated all of the white (laughs) stationary. (laughs ( 
But, ah, there was a, one woman, who came to work at I think, at 
age 15 or 16. Ah, her name was Susie Bruce and she, for a long while, 
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ah, had the, ah, hosiery department under her supervision. At that time 
it included all hosiery, children's hosiery, women's hosiery, men's socks, 
and also knitted underwear, which was a very important item a good many 
years ago, when, ah, people were more exposed to the weather then than 
they are now. They wore long underwear. Men and women. Ah, Susie was 
the one person in the history of the store who stayed with us for 50 years. 
And, ah, she was a very energetic woman and knew her merchandise perfectly. 
And, I believe that, in her, during her time in that department that it 
needed practically no other supervision except that, ah, dollar control 
in the purchases. Ah, there were other women on the main floor, ah, ah, 
who were in charge of various departments, like, ah, ah, gloves, which 
were quite important. Much more so than they are now and every woman, 
ah, at that time, and for, ah, up until the last 25 or 30 years women 
all wore gloves wherever they went. Ah, I mentioned stationary, ah, 
neckware; antoher important department was, ah, trimmings. Which, ah, 
actually the sales of trimmings could approach the importance of, ah, 
yard goods because they were an accessory to it. And for quite a while 
we had an extremely capable woman that was a head of that department, 
and she made trips to the New York market. ANd was, ah, very able. We 
had, ah, trying to think of other women on the main floor; on the 2nd 
floor we had a woman named Villa Washington, who was the corsetteer (laughs) 
and, ah, that was in the days when corsetts were extremely important as 
a, ah, as a merchandise item. And she was especially trained, I believe 
she probably was sent to, ah, ah, some manufacturers' training session 
to, ah, ah, get ~er, ah, education. Ah, she also was a very bright woman. 
And, in time, in addition to being, ah, in a charge of that department, 
she also undertook personnel work. She was, we had, we brought a woman 
in before that, I can't reme'mber just when it was. I think it was about 
- 2 -
somethime in the 20s. We brought a woman, brought a woman in who was 
supposed to be trained as a personnel director. But she apparently was 
ineffective becuase we, she was gone in a: year or so. And then Villa 
Washington took over that job as an extry assignment in connection with 
her other work. Andi think she handled it very well although she had 
no professional training. 
RS: When was that she began working? 
BN: That would have been in the late 1920s in the early 1930s. 
Then we had another woman on the 2nd floor, Pearl Snedejgar,who had 
the lingerie department; and she was in, independent as a buyer. She 
made trips to New York. She was ·very capable and ran an excellent department. 
And made money for the store. But when, ah, what we clal modern merchandising 
came along and we were confronted with these, ah, seasonal buying plans 
and, ah, all sorts of new technical jargon, Pearl became upset and quit, 
and opened her own business over on fourth avenue, and ran it until she, 
ah, ah, until her health broke. But, she, she was a very capable person. 
RS: Would you spell her name, last name for me? 
BN: Snedejgar. S-N-E-D-E-J-G-A-R. 
RS: Okay and when would she have, ah, set up her first building, ah, her first 
owned store? 
BN: Ah, I think that was, ah, probably in the 40s. 
RS: So she was with you, maybe 15 years. 
BN: Oh, she was there, I believe, longer than that. And, ah, highly respected. 
And, of course, our millenery department generally was under, this, was 
run by a woman • .And, ah, it was never all that profitable. For one thing 
they were giving it too much space. It was in the annex on the 2nd floor 
and it ws, ah, too much space for the department to make money I believe. 
But, of course, it was a very important department when women really wore 
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hats. Ah, later we leased that department. And, ah, I think the people 
who leased it made money out of it. I'm sure they did. The, ah, then 
we had, ah, once or twice we had ready- to-wear buyers who were women. 
Ah, they didn't last too long, but, ah, we did have at least t.wo women 
who were ready-to- wear buyers. 
RS: Women, women's ready-to- wear? 
BN: Yes. Then, of course we hd Shirley Schultz. I've mentioned her before. 
She came to work while she was still in high school as Mr. Anderson's 
office assistant; as stenographer and so on. And then he gegan giving 
her merchandizing responsibilities. And she turned out to be an extremely 
capable buyer and department manager. And ahd, ah, several impor~ant 
departments on the 1st floor, adn the 6th floor, too, for a time. Ah, 
she was, ah, in my opinion she had brought as much talent in the business 
as anybody, male or female . And, ah, she ended up, I think, in the late 
history of the Anderson Newcomb company as a vice- president. 
And I have mentioned Mervin Garett who came, ah, was a trained personnel 
director, who came in the, I believe it was in the late 30s. And was 
with us for several years as personnel director and made a substantial 
contribution to the business as a, because she was carefully trained by 
an, a Prince School, I believe in Boston. And, she, ah, really put our 
organization together so far as, ah, ah, system was concerned, from sales 
tickets on, ah, for, ah, policy, we we produced a policy, ah, notebook 
for department managers and also a notebook of instructions for every 
body, ah, outlining all the company policies and systems of everything. 
And that, I thin~, that her, ah, what she gave the business probably is 
still there in, in a sense, because it was that organization that she 
was able to work out. Then there was Harriet Casto, who was a, an advertising 
copy- writer who came to us after she had been at work for newspapers a 
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short time and was with us a, a long time and ended up as advertising 
manager. And, ah, she was a very industrious person and, ah, ground 
out that newspaper ad everyday with, ah, ah, which was a big job, because 
she had to go around to the departments, and get the, ah, original 
information, and then make a lay-out and select illustrations, and 
write the copy for the ad. Ah, she was, she got her training in that 
under Oscar Rhine, whom I have mentioned before, as who was our, you 
might say our sales promotion man. Then, ah, there were women who 
contributed a great deal in, in, ah, their feeling for merchandise. 
I'm thinking of one woman, ah, ah, Miss Effie Newman, who worked under 
my direction for a good many years in the infants department. Before 
that she had been a buyer in her own right of the art needlework , ; 
department. 
The art needlework department is one that goes up adn down over 
a period of 20 years it'll have a gew years of, ah, excellent business, 
then women forget about it and, ah, so in one of those declines we 
reduced that department down and moved her to the infants department. 
She had a great appreciation of, ah, quality and merchandise. That, 
ah, I benefited greatly from it, because she would point out little 
details and that was in, at a time when we were still getting a ; lot 
of hand made merchandise in the infants' department and, ah, very fine 
things that have practically disappeared from the market now. Ah, 
then Philippine, hand made infants' dresses that are just gone. They 
don't, they don't even use them anymore. And, ah, little knitted things, 
made out of knitted and crocheted things made out of, ah, fine wool 
and so on. And, ah, we had other women throughout the store who had 
that extra appreciation of merchandise and sale, and, ah, customers 
appreciated it because, they, ah, they would wait for a person like 
tht to wait on them because they wanted that feeling that they got. 
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Ah, I'm trying to think now of other women. Well, we had, ah, ah, 
Gertrude Scaggs who had started out as a sales person on the, ah, main 
floor. And later, a good while later she started out our, ah, mail 
order department. We were doing a lot of business, ah, out in the 
coal fields particularly withLpeople who would write into the store. 
And we gave, ah, Gertrude a pen name of Ann Livingston, as our personal 
shopper. And at one time we were getting enough mail that we had, 
she had an assistant to help her open and, ah, read the mail and go 
throughout the store and fill these orders. And she woilild write back 
to the customer and, ah, explain if somehting was not available or 
she needed more information and that was a very important part of our 
business, until, ah, ah, we began to lose it. The, ah, people were 
coming into Huntington, ah, theri, their way, their ways of getting 
into Huntington from both Kentucky and, ah, the Logan coal field in 
particular, and from Williamson was to com on the rialroad and they 
didn't come very often. When the roads began to open up, particularly, 
ah, roads that let the Kentucky people to get to Lexington and the 
West Virginia people to get to Charleston our mail order business began 
to go down. But it still lasted, ah, a good many years after that. 
RS: Let;s pursue that for just a moment Billy. Not forget about our women. 
But pursue the mail order. Whose idea was it? 
BN: I think it was just a, a natural development that we got these letters, 
people needing merchandise and, ah, then we, ah, we began publicizing 
the fact that we had it through our newspaper advertising. 
RS: So there was ne~er any forma. mail order catalog just ... 
BN: No. We never had a catalog. Never had a mail order catalog as, we 
did later on send out some catalogs, Christmas catalogs. But, ah, 
we did not have a catalog for these people to work from. It was just 
they, customers out in the coal fields would, ah, respond to our, ah 
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newspaper advertizing, because most of them got the, ah, Herald Dispatch. 
And then they would, ah, ah, it just developed gradually that they 
learned who to write to and, and, ah, they would, ah, they would send 
their orders in then, these same people would come in, seasonally. 
And when they did we had a real tie with them. Because, ah, they liked 
the store and I can remember in the children's wear departments that 
women would come in from, ah, some of these little towns out here and 
they were, were, ah, were, ah, ah, in some cases quite wealthy because 
they were in the coal business. And, we were dealing with the wives 
of mine superintendents and mine owners. So when they came to town 
they had money to spend and, ah, we would, ah, make some really important 
sales, ah, on the day they happened to be here. 
RS: When was the hay-day of this development? 
BN: Oh, I think it ran from the 20s in probably through the years of Wotld 
War II. And then began to decline. ah, and I don't know, it's probably 
going on to some extent. I don't see them publicizing it at all. But, 
ah, the, we, we regarded it as a two~way thing. We, we probably were 
putting a lot of effort to make some small sales by mail. But then 
we were holding these customers to the store. And when they came, 
then they ade their infrequent visits to Huntington, we got their business. 
RS: So far in the women you have discussed you have indicated that they 
worked in what ·1 guess I would say traditional areas for women, to 
supervise or control. Did you have women who supervised non-traditional, 
say men's clothing or I guess women sometimes play key roles in furniture 
departments, at least I've seen •.• 
BN: Well, I'm, I'm leaving out one woman, Ann Roten, who was another one 
of these women with a very fine sense of what was, ah, beautiful in 
way of merchandise, good taste, appreciation of quality and she was 
on the, in the furni ,ture and. drapery department. And worked for a 
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good many years as a, ah, consultant for people who were furnishing 
their homes. She had no formal training, but she just had that natural 
ability and a very pleasing personality. And, ah, whenever you dealt 
with Ann you felt you were dealing with a lady. Ah, she was just so 
gracious. And, ah, jsut, ah, just a wonderful person to be with. Ah, 
she, ah, worked with us until her health failed and, ah, I can't remember 
how old she might have been when, ah, she had to retire. And, ah, 
so far as men's wear is concerned, we had women selling men's wear. 
The men's department was a small thing in the b~ginning. And I don't 
think we had one before sometime in the 1920s. Ah, then it's been 
expanded greatly since the. Ah, I don't right, we had, we had a woman 
as head of stock in the men's department. In fact, for a long time, 
we had no men salesmen in the men's department; it was done by women. 
Ah, the, then, of course we had, we had important women in our offices. 
One in particular was, ah, ah, Edith Thomas who, ah, was I guess you 
might call her our head bookkeeper, she's a little more than that, 
s'more like an accountant, who, ah, su-ervised all the bookkeeping 
in the office. And then we had, at different times, we had women as, 
ah, credit managers. Ah, we had, in fact, the, the credit manager 
we have now is a woman who was there during the Anderson-Newcomb period. 
Ah, we had, ah, a woman, women supervising the, ah, marking room. Ah, 
never had anything but women, in that department, as supervisor. We, 
ah, then, of course, we had another classification called buyers's 
clerical. And these people were quite essential to, ah, a buyer, ah, 
with, ah, heavy responsibility of several departments. And these people 
would handle a lot of the record keeping, ah, checking invoices, ah, 
against orders, ah, order writing and so on, a very essential person. 
And, they had to have, ah, a gireat deal of judgement. We used to 
have the idea that the people who worked in the accounting office those 
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who were, ah, key punching for, ah, the tabulating machine or, ah, 
who were doing other, ah, jobs in the accounting department were a 
superior sort of person but that was not altogether true, because these 
buying clericals had to exercise judgement. In a, ah, in bookkeeping 
nobody exercised judgement you just do what's before you. But in the 
buying clerical had to exercise judgement because most of us depended 
on thisperson to keep, keep a certain supervision of the floor also. 
Ah, in my absence for instance, my buying clerical had to be aware 
of, ah, everything that was going on, lunch hours, if there was somebody 
was out sick, ah, or some other problem, ah, the buying clerical would, 
ah, rearrange lunch hours and, and even when I was on the job, that 
was done with out my knowledge, until it was over, as I, I, ah, my 
assis, ah, assistant would come in and tell that, ah, this mornign 
we were without a certain person, so I have rearranged the lunch hours 
accordingly. It was very important to have a woman on this job who 
could, who did not create jealousy because of her, ah, authority and 
closeness to the department manager. And I had some wonderful girls 
working for me, they were usually young. And, ah, they were, ah, very, 
ah, wonderful in the way they could work with, ah, the people on the 
floor without creating any feeling of resentment. I had others who 
just did tht everyday. They would, (laughs) you would have a problem 
out there because this girl would ride roughshod over somebody in the 
department. And that wouldn't work. But, ah, we, we cherished those, 
ah, young women we had on those jobs. 
RS: In the late 50s or early 60s, mid 60s in some places, nationwide there 
was a major movement to desegregate businesses, ah, move black folks 
into the mainstream of American life. Ah, I'm quite curious as how 
that inpacted on Anderson-Newcomb, both in terms of employees and customers? 
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BN: Well, frankly, ah, there was, ah, great hesitancy about introducing 
black sales people. We had a lot of black people in the business, mostly 
men, and in responsible positions. For instance, our warehouse manager 
was black, our, ah, we had a very capable black man in the receiving 
department. And, gave him a great deal of responsibility. 
RS: Wonder if you're trying to say Billy, that those positions to the general 
public were invisible though? 
BN: That's right. And, of course, from the very beginning we had black 
men working as janitors and, ah, opening merchandise, and packing and 
all that sort of thing. And, ah, our relations with them were always 
good. Ah, and, ah, there was never any great problem that I can remember 
which, about that. Ah, on the other hand, ah, there was a reluctance 
on the part of management to intorduce black salespeople. 
RS: Was that a personal reluctance or a 
BN: It was, it was, it was a fear that it wouldn't work. What we were 
afraid of was that we would put black people in departments and then 
it wouldn't work out. We would, they would be, they wouldn't be able 
to do the job or there would be customer reactions that we couldn't 
predict. And, ah, we we~e afraid that . they would, ah, they would fail 
and that we would lose out. Now there was a great drive at one time, 
particularly from one minister at the First Baptist Church, to get this 
integration and get it fast. And some stores responded by putting on 
black people. And, ah, they would have them on for a short time as 
extras. and then they'd be gone. We didn't want to do that and, ah, 
the Reverend Sm~th came over and he interviewed me one day and we had 
a very hard time over it, although he didn't seem to realize that I 
was the one in the management who was pre, ah, pushing the idea that 
we should have black sales people. But his approach was so, ah, antagonistic 
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toward the whole set-up that I couldn't deal with him. Ah, later, ah, 
ah, a Presbyterian minister got Mr. Anderson together with this minister 
and, ah, black minister, and they tried to talk it out. But, ah, there 
was some feeling on the part of management that they, it was just something 
they didn't want to get into, t'was messy. But finally, ah, in the, 
well it had to be in the 60s. We had this, ah, very intelligent black 
woman, ah, working over in the employee's kitchen, and dining room. 
And, ah, it was, the decision was made to, ah, move her over into a 
selling department. We, ah, out, we had a patter department in connection 
with the yard goods. And, ah, the woman who had, had been head of that 
department was retiring. This is a department, was under my supervision 
at the time. So, I was a.sked whether I could, ah, was willing to undertake 
to bring Marion Alexander into that department as the head of the pattern 
department. And I agreed to it. I was very happy to do it. 
RS: Could you agive us a little bit more, Billy, on precisely how that decision 
was made and by whom? 
BN: Well, it was made in, ah, by the principles of the business, ah, they 
were, ah, decisions made that we, this is, ah, was something that we 
were going to have to do. We had tried for instance, in the delivery 
department to put a, ah, black, young black woman. (end side 1, 
begin side 2) ... going out that this, ah, girl came to Mr. Tippett 
who was then our controller. And, she had these record books. She 
said, "Mr. Tippett, I want your O.K." She couldn't take this out of 
the store without some approval. "I want your O.K. to take this home 
tonight. Because I can not keep up with this record book during store 
hours. And I want to take it home and work on 'em." He said, "I'm 
sorry. You can't do that. We can not permit you to do work at home 
on yo1:1r own time. The wage and hour laws will not permit us to do that." 
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She couldn't even come in fifteen minutes, ah, early on her own time 
and work on this thing that had to be done during store hours. Well, 
the, the, there was a problem there. She was trying very hard. And 
she might have made it under different circumstances. But since she 
couldn't take this home and work over it she never was able to carry 
the load. And, ah, we had to drop her out of that department. That 
was the fear . That one of the fears we had that we'd have people who 
couldn't swing it, who didn't understand our business and so on. Well, 
in the case of Marion, ah, Marion had grown up in Carlysle, Pennsylvania 
and her mother, apparently, was an extraordinary woman adn Marion used 
excellent English. She, ah, her mother had, ah, done domestic work 
for apparently some very high grade families in Carlysle and Marion, 
ah, had picked up from her mother a lot of, ah, traits and ideas about 
how she should conduct herself . So, with this assignment to introduce 
her to that department, I went to each of my slaes people on the whole 
floor, which was, ah, the 6th floor. I had, ah, the yard goods, art 
needlework, ah, and draperies, and, ah, linens and domestics, blankets, 
so forth. I went to each salesperson, I said, I did not say, "Will 
you acccept somebody?" I said, "We are going to bring Marion Alexander 
in as head of the, ah, pattern department, and I just want, I'm telling 
you and I want to ask you whether you think it's all right." Well I 
got a very favorable response from all the people except one, ah, in 
the yard, the piece goods. The, ah, my main assistant, the woman who 
went to the New York market with me. Said, "It won't work, it just 
won't work, our customers will not accept it. I can't believe you can 
bring this woman in here and that she will be able to, ah, grasp this 
thing." The, we had, of course, I had to tell the woman who was retiring, 
that we were going to bring Marion Alexander in here to succeed you. 
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"Will you help us train her?: "I'll be glad to." Then I, ah, spoke 
to my own buying clerical, and I said, "How do you feel about this?" 
She said, "If nobody else will work with her I'll go out there and stand 
beside her in that department to help her." Then, I, we had another 
problem, the, ah, locker room for the, all, you see the front part 
of the 6th floor is devoted to the accounting offices and credit department, 
had all those people. And they sued the locker room at the rear of 
the store and the women's restroom. So I had to approach those people. 
"What is your reaction, ah, we're, we, we don't have a locker right 
now for Marion. That, all of the lockers are in use. She'll have to 
use one down on another floor, temporarily, at least. Well, form one 
of the girls in the credit department said, "If Marion needs a locker 
whe can share mine." So with that start, Marion came up to the floor. 
She turned out to be unusually intelligent and soon, ah, grasped the 
mechanics of the pattern department which entails a great deal of record 
keeping. and it was no time until she was, ah, able to advise people 
concerning patterns in relation to yard goods and so on. 
And then this one woman who'd told me it wouldn't work came to 
me within three or four months and said, "I said it wouldn't work. She's 
the best we've ever had." And Marion is still on that 6th floor. And 
she was, there was no problem of acceptance, But she is an exception, 
because, ah, we haven't, there aren't that many, ah, black people still 
who work in the store. I see one occasionally. But, it was not an 
easy thing to find someone that would fit in, who had the, who would 
not, ah, ah, cause problems. Ah, because, when they were, when there 
was an effort to put them in as a sort of protest, it were, it, it put 
a, you might say a couple of stirkes on the black person coming in. 
That person became a symbol, ah, rather than a, ah, ah, just a> somebody 
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employed because they had the ability and the personality that we needed. 
Ah, 
RS: Were there, any problems? Say, in the lunchroom with, ah, customers 
who decided to take their business to some other store and made a fuss 
about it? Ah, anything like that? 
BN: No. As far as I can tell in the case of Marion, the, the customers 
accepted her just like the people who worked with her did. And I think 
it ws to some extent Marion's personality. And she told me that she 
had fears of what was going to happen in the black community, ah, because 
she might, ah, be marked as a person who, well, as far as Uncle Tome, 
ah, perception. And, ah, ah, but it, it all worked. And I, I think 
one reason was that she was an exceptional person. Ah, It was, it was 
a hard thing for her to do. Now her sister, ah, worked for Saks Fifth 
Avenue in New York and my wife and I were in New York a couple of times 
and went over to visit with her. She was in the corset department over 
there I believe. Ad, ah, she, like Marion's, she, had a fine personality, 
too. And then there was another sister from Baltimore that I met. In 
fact, when Marion's mother, ah, died, ah, I think most of them were 
in our home once or twice because, ah, Margaret immediately, ah, prepared 
some food and took it over and they, or they came by to pick it up or 
something. And, ah, I know both of the sisters were in our home. And 
I met, I met the mother sometime before she died. So, we were, were 
dealing with an exceptional family. And we were the problem, I think 
that faced us, more than anything else in this regard, was that our 
business has a distinct personality, that we didn't want to disturb. 
And unless, in hiring white sales people we had the same problem of 
getting people who could serve our customers, ah, with a certain amount 
of polish. 
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RS: Let's change this discussion just slightly to talk about black customers. 
Were they always part of the business. 
BN: Ah, to a very minor extent in, ah, in most of my experience. We had 
a few but not any great number. It was part, ah, of a, ah, problem 
that my father used to talk about a great deal. Ah, when the store 
was on 9th street he would tell me that they had, ah, the thrifty trade; 
and when they moved to 3rd Avenue in this new building and with finer 
equipment and so on, and as they progressed over the years to, and had 
still finer equipment and tried to emulate the finest stores in the 
United States, a lot of thrifty people just said, "Well, ah, we won't 
buy there· anymore, because their prices have to be too high." And, 
of course, we were in the quality business and a lot of our prices above, 
ah, a lot of the popular priced stores. And so we lost, ah, the what 
you migh call, the white thrifty trade, and we never got too much business 
from the black people. 
it was no big thing. 
Ah, the, we had some, always some, but no, 
RS: So, when there were attempts to integrate theatres, lunch counters, 
restaurants, in Huntington, all of that was sort of separate from your 
business's experience? 
BN: That's right. We were, we never shunned black customers. In fact, 
on one occassion when, ah, Reverend Smith, pastor of the First Baptist 
Church, openly, in his Sunday service criticized, ah, the Anderson-
Newcomb company for their racial attitudes he immediately got, ah, a 
reaction from our own black employees and from others in the black community 
that he was unf~ir to us because we had not been pursuing an unfair, 
ah, attitude. It was just part of this developing thing that, ah, 
my, I, I've never in my whole life had any resentment of colored people, 
but when I look back and see how my own attitude changed in a matter 
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of 50 years its remarkable because I, ah, I never, I was never uncomfortable-
among, ah, the black people. I visited some of our employees in their, 
black employees in their homes. But, ah, I, I'm, still my attitude 
gradually changed. And, ah, you have a lot of things that are sort 
of built into you during your childhood that, ah, you have to overcome. And, 
ah, that's true of all of us. As far as that's concerned I was very 
active in the Boy Scout movement for a good many years and I was chairman 
of the Huntington District, ah, when we had that set up for, ah, a year 
or two. we were having our annual, ah, dinner and awards meeting in 
the parish house of the Trinity Episcopal Church. When we told Roger 
Tyler who was the rector of the church that we were going to bring some 
of our black men in, leaders, scout leaders, and black, ah, ah, scouts 
he said, "Not in my church", and we had to withdraw that. We went, 
very much to my disgust we went on and had it in the, in his parish 
house. But I began working on it immediately. And the following year 
we had our annual dinner at the Johnson Memorial Methodist Church in 
Huntington. And, ah, the, ah, man who gave the invocation was black 
and sat beside me. (chuckles) At that dinner. Ah, on another occasion 
we had a camporee and we had the black scouts there, too. And one of 
my friends called me on the telephone at home and he said, "We have, 
you have black boy scouts out there with the white boy scouts, if you're 
gonna do that, I'm gonna withdraw from scouting." I said, "Goody-bye 
Bernie. Ah, They're going to stay. You'll just have to make the best 
of it." So we had those attitudes like that to, that and that was my 
part in it. The, that I that's the way I felt. Yet, I'm saying that 
my attitude, even since then, towards black people has changed. It's, 
it's broadened. I have the same fe, feeling about Oriental people, 
ah, I can accept them with, ah, great joy now whereas at one time Orientals 
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just seemed too strange to me. 
RS: The couple of events you just mentioned Billy, were they late 50s, early 
60s? 
BN: No, they were, ah, they were in, ah, couldn't have been later than the 
40s. It was, it was really ahead of, ah, of the big push. 
RS: And you mentioned a few moments ago the black Baptist minister named 
Smith and suggested that he had a discussion with a Presbyterian minister? 
BN: Yes. 
RB: Was that Royce MacDonald? 
BN: Yes. Royce got, ah, see. I don't know, I think Royce, I don't think 
Smith applied to Royce but that, ah, Royce was into this thing of racial 
relations and, ah, he, he knew about the situation and he was the one 
who brought, ah, Mr. Anderson and Smith together for a discussion . And, 
ah, ah, the, ah, I think the it ended rather amicably. But, still I, 
ah, later I attended some kind of a meeting down at the Y. W. C. A., 
a breakfast meeting. we had, ah, a lot of things on the agenda. I 
can't remember, ah, who brought us together. But, anyway, ah, ah, Smi, 
Smith and this lawyer Henderson were sitting at the table by themselves 
and I went over and sat with them. And I could tell that my presence 
was resented. In other words, I don't know whether they thoght I was 
trying to impress them or what, but there was just a chair there and 
I sat with them and, ah, I got nowhere in talking with them. Ah, ah, 
Smith was just too antagonistic. And, ah, for instance, the pastor 
of the Johnson Memorial Church called him one day and said, "We need 
a man, ah, to, ah, as a custodian here at the church can you suggest 
somebody." Smith said, "You call me when you need an assistant pastor." 
and wouldn't, ah, and you see that sort of thing while you might be 
justified in some ways, it was no help. Ah, it, ah, you don't make 
good relations by rubbing people (chuckles) the wrong way. (chuckles) 
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RS: Let's talk about some other changes, more specific perhaps to the business. 
Ah, earlier today, maybe, before we got the recorder going we were talking 
a little about the slaes people, the salesmen coming to the store to 
deal wiht the people who're responsible for purchasing. And I'm wondering 
how that may be changed over time. 
BN: Well, of course, in the beginning, ah, they were out here for 2 reasons. 
One was that, ah, these salesmen were given these territories. They 
didn't want us to make our purchases in New York City because in many 
cases the New York Office, ah, was a set- up, and, ah, if the sale was 
made in New York City that office got a percentage. The salesman might 
get something. He might get noth~ng. So, ah, it seemed to be practical 
over a long period of time for them to come to the store. And, ah, 
in some cases, they just came in droves. They were a problem. Ah, 
our policy was, that if a man came consistently, season after season, 
as buyers we were expected to, ah, review his line periodically. We, 
we were not required to buy from him. But we should be informed. If 
his company thought this territory was important enough to put him 
out here, we should, ah, know what he had. And, ah, we were not under 
any pressure to buy from any particular source, ah, from management. 
But, on the other hand, we were supposed to, ah, give him a, a chance 
to, show what he had. In other cases the lines were very important 
to us. The were lines that, ah, were confined to us in the city of 
Huntington, which was something we always were after, to get a line 
of merchandise that nobody else in Huntington could have. It gave us, 
ah, prestige. It gave us a chance to manage the, the sale of the merchandise. 
We weren't faced with, ah, cut-throat competition on, on it. So, we, 
when those men came usually we know a day in advance, the day when they 
would get here. Not always and we would make every effort to, ah, give 
them ample time. The Frederick Hotel over a long period of time had, 
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ah, ah, excellent samples on their top floor. Ah, they, ah, were large 
well - lighted rooms. And a great many of the salesmen set up over there. 
That made it easy to go over and work with them without any interuption. 
Ah, it wa, some of them though opened their lines in the store which 
was always a problem if the line had any great size to it because you 
had it spread out all over the place and, and you had., ah, interference 
from customers and so on. But we did look at a lot of merchandise in 
the store. I had no place on my, in my departments to, ah, spread a 
line, ah, without, ah, in some way interfering with the, ah, other, 
the merchandise that was on display. Ah, of course, we had the problem 
with this of satisfying these men because they always wanted to sell 
enough to cover their expenses, (chuchkles) on the initial seasonal 
order. They were never satisfied with the business they got. Always, 
a 'course, were telling us it should be more. 
I was so amused at one man who had been coming. He was coming: 
out to Huntington, ah, during World War I. I'd heard about him when 
I took over the childrens departments that he was supposed :to be one 
of the great men in the childrens' wear industry. Well, actually he 
had a line of, ah, knit goods for infants and small children. And I 
was working with him one day and we wrote up an order amounting to $1500 
and he was complaining that it wasn't enough. And while we were discussing 
that amount he ahd a telegram from his home off, (pause) from his partner. 
And he said, "Look at this! Here's a $6000, but my, we just closed 
a $6000 order with Besten Company, which was the big childrens' wear 
store in New York City. It was a practically a department store for 
nothing but children. I said, "A $6000 order out of Besten Company 
is a big enough deal for you that your partner sends you a telegram 
and you're standing here in Huntington at this little store quarreling 
because I'm only giving you $1500 dollars. That was, (laughs) the problem 
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you had of course. 
Then we had the problem with Charleston. Ah, Huntington numerically 
at that time was bigger than Charleston. The slaes manager in New York 
would look at census figures and he couldn't understand why Charleston 
stores were buying more than we, than Huntington stores. Not realizing 
that the population of Kanawha county was more than double Cabell county 
and not understanding that Charleston drew on several other counties 
in its area, and was a Capitol and, ah, probably, per capita, more, 
ah, wealthier than Huntington. But we always had that problem of satisfying 
some of our confined accounts because they said that we should be giving 
them as much business in one store in Huntingotn as they were getting 
out of any one store in Charleston. We, ah, this was a continuing thing. 
Thee was a story of a, ah, of a hosiery line that Mr. Anderson had taken 
on in a small way, and had built it up to a rather sizeable account. 
And then the slaesman came along one day and, ah, siad, ah, "You're 
not giving us enough business. We're going to have to seek antoher 
store to supplement the business we're getting from you because, ah, 
we, ah, I, I've been told I have to get mroe business out of Huntington." 
Well, Mr Anderson said, "Ah, I can't, can't agree with you on that. 
I don't think you'll increase your business by going to another store." 
But he didn't take the slaesman's word on it, he called the President 
of the company and discussed d.t with him. And the President flatly 
told him, "Mr. Anderson, you business is not enough to mean anything 
to us, ah, ah, and we must have another account in Huntington." So 
Mr. Anderson quit buying the line entirely. Took on another line and 
bult it up to similar proportions. Then, ah, the slaesman came through, 
"Mr. Anderson I don't understand why you aren't giving us business anymore." 
Well, the President of your company told me that our, our business didn't 
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am, mean anything, so why should I be worrying about giving you business?" 
Well, that slaesman was succeeded by another man. About 7 years later 
that man came in. ah, "We can't understand why we don't get any business 
from you. (chuckles) We had that, that problem all ·the time with these, 
ah, linew we were supporting. But, then the time came when it was very 
difficult to confine a line becuase various, ah, federal laws, ah, intervened 
and, ah, companies were under diffficulties in confining a line to you. 
RS: And, then, somewhere along the line the, the slaespeople quit coming 
as much or you we~e expected to go to them or 
BN: Well, yes. The, ah, I think it's the cost of travel, that went, ah, 
got to be the point that they just could not afford to have these men 
out and they, ah began to, ah, disappear just gradually, and, ah, their 
trips became and either. they disappeared entirely or their trips became 
more infrequent. ANd of course, our market trips, ah, increased and 
we were, we were more inclined to go into New York for instance, and 
see several lines and make up our, I, and make our decision there rather 
than wait for a man to come through. And, ah, with the exception of 
certain key lines, ah, that's what we did. Now, there were sometimes 
when merchandise was, ah, hard to get. Particularly during World War 
II and immediately after. Ah, it was very essential to get to a line 
as early as possible in the season, and, ah, because, ah, the choice 
things would be sold out. And, ah, in one case I made an appointment 
with a, a slaesman to meet him in New York. He, he, he, his base was 
Philadelphia. And he came into Phila, from Philadelphia one morning and 
met me and, ah,. then that way he got full credit for the sale and I 
had the advice of his understanding of our needs and background and 
so on. 
Another case during World War II, ah, one very important line in 
the Boy's Department, the Kaynee line, that was K-A-Y-N-E-E, ah, was 
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a, I had to get to that salesman. I was at the same time buying the 
merchandise for the 5th floor. And I'd been at the housewares show 
in Chicago. And I rode a train on the day coach all night long down 
to Columbus. Ah, because, ah, you, during the war years you could not 
ride a Pullman for so, such a short distance. And I sat up on that train 
all night and met that salesman in Columbus, ah, the next morning and 
bought his line then took a bus home to Huntington. And, ah, we did 
that sort of thing, during those, ah, years of shortage. Ah. 
RS: So this movement Billy, toward going to the market rather than dealing 
with salespeople was totally acceptable to your business? 
BN: Oh, yes. 
RS: That gave you an advantage? 
BN: Yeah, we liked it. ANd of course during World War II and afterward 
we went to the California market. I made three or four trips to Los 
Angeles. 
RS: Was that for different kinds of products? 
BN: Well, ah, it started during, ah, I think I made my first trip in 43 
because, ah, we were selling more merchandise than we could buy. ANd, 
ah, thse manufacturers out in California had merchandise when we couldn't 
find it in the East. So, we were, we went out there and, ah, ol' miss, 
Miss Shirley Schultz made one purchase out there that paid her for her 
trip. And, ah, ah, it also gave us some advantage in, ah, ah, selection. 
We had merchandise that, ah, nobody else had. Again. The same principle 
that we, ah, had before. But then after the war years that passed away. 
There was no point in going out there. 
RS: I think we're about to run out of time on that tape the,re. So why don't 
we stop right there. And .•.. 
BN: Okay. 
RS: And continue this next week. (end of tape) 
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